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1 1 SPEEDING UP CIT TO IMPROVE CASH FLOW
SWOT Analysis Subject:
Strengths (+) Weaknesses (-)
Strong Customer Base: McLarty Daniel Ford has a Inefficient Processes: Existing processes contribute to
loyal customer base, providing a steady flow of delays in finalizing contracts.
business.
Training Gaps: Staff may lack sufficient training in
Experienced Sales Team: The dealership has an contract processing and documentation.
experienced sales team capable of closing deals
efficiently. Limited Technology Integration: Outdated systems

hinder the speed of funding
Established Reputation: A good reputation in the
community that attracts customers and promotes trust.

Diverse Inventory: We offer a wide range of vehicles
that appeal to various customer preferences.

Implement Digital Solutions: Investing in digital contract
management systems can streamline processes and
reduce errors.

Training Programs: Develop training programs to
enhance staff skills in contract processing and

documentation. Low Cash Flow: Not getting contracts funded in a timely
Enhanced Customer Experience: Improving contract manner means less money for operations

processing times can lead to higher customer Regulatory Changes: Changes in regulatory
satisfaction and retention. requirements regarding contracts and financing could
Partnerships with Finance Institutions: Forming necessitate updates to processes.

partnerships with finance institutions that e-contract Negative Publicity: Poor handling of contract

can expedite the financing process and get our money |processing could lead to negative publicity and damage
faster the dealership's reputation.

Opportunities (+) Threats (-)

Write your goal statement:

Goal by June 30, 2024:

By the last day of June 2024, McLarty Daniel Ford aims to significantly improve its contract processing
efficiency, reducing the time it takes to finalize contracts by implementing digital solutions, enhancing staff
training programs, and exploring partnerships with finance institutions that offer e-contracting
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	Text Field 1: Strong Customer Base: McLarty Daniel Ford has a loyal customer base, providing a steady flow of business.



Experienced Sales Team: The dealership has an experienced sales team capable of closing deals efficiently.



Established Reputation: A good reputation in the community that attracts customers and promotes trust.



Diverse Inventory: We offer a wide range of vehicles that appeal to various customer preferences.


	Text Field 2: Inefficient Processes: Existing processes contribute to delays in finalizing contracts.



Training Gaps: Staff may lack sufficient training in contract processing and documentation.



Limited Technology Integration: Outdated systems hinder the speed of funding


	Text Field 3: 

Implement Digital Solutions: Investing in digital contract management systems can streamline processes and reduce errors.

Training Programs: Develop training programs to enhance staff skills in contract processing and documentation.

Enhanced Customer Experience: Improving contract processing times can lead to higher customer satisfaction and retention.

Partnerships with Finance Institutions: Forming partnerships with finance institutions that e-contract can expedite the financing process and get our money faster


	Text Field 4: 











Low Cash Flow: Not getting contracts funded in a timely manner means less money for operations

Regulatory Changes: Changes in regulatory requirements regarding contracts and financing could necessitate updates to processes. 

Negative Publicity: Poor handling of contract processing could lead to negative publicity and damage the dealership's reputation.


	Text Field 5: SPEEDING UP CIT TO IMPROVE CASH FLOW
	Text Field 6: 



Goal by June 30, 2024:

By the last day of June 2024, McLarty Daniel Ford aims to significantly improve its contract processing efficiency, reducing the time it takes to finalize contracts by implementing digital solutions, enhancing staff training programs, and exploring partnerships with finance institutions that offer e-contracting




